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Directors 


Congratulations,  Marines, 
on  a superb  November. 

APR  and  percent  of  mission 
were  the  best  in  the  nation, 
and  all  stations  met  or 
exceeded  my  NNC  quota  - 
a magnificent  performance 
and  great  teamwork! 

Operation  Deep  Thrust 
is  at  the  halfway  mark.  I'm 
extremely  pleased  with  your  active  participation,  steady 
progress,  and  competitive  spirit.  The  campaign  is 
tailored  to  assist  in  filling  out  FMAM,  with  an  overall 
objective  of  closing  out  FMAM  by  28  Feb.  As  of  30 
Nov,  we  had  filled  62  percent  of  our  total  force  FMAM 
pool!  Nice  work  — press  on. 

We're  making  some  progress  in  reducing  pool 
attrition,  but  we  still  have  much  room  for  improvement. 
Our  new  pool  order  and  accompanying  handbook  will 
be  in  your  hands  the  first  week  in  January.  It  contains  a 
wealth  of  information,  much  of  which  came  from 
NCOICs  and  recruiters,  that  will  assist  you  in  managing 
your  pool.  I don't  have  a magic  formula  to  reduce  pool 
attrition;  I do  believe,  however,  that  weekly  contact 


Uncovered 


Sgt  Terry  Elgin  looks 
the  part  of  a Warrior, 
near  the  cannon  out- 
side RSS  Greenville, 
S.C.  Elgin  is  the  sole 
recruiter  to  make  it 
into  the  Director's 
Warrior's  Club.  For 
story  and  photo, 
please  see  page  3. 
(USMC  photo  by  SSgt 
Douglas  W.  Allen) 
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with  your  poolees  is  absolutely  mandatory.  This, 
coupled  with  well  planned  and  professionally  executed 
pool  events,  will  greatly  assist  in  eliminating  the  pool 
attrition  monster.  The  bottom  line  is  that  NCOICs, 
assisted  by  their  recruiting  teams,  are  responsible  for 
the  pool.  The  District  and  Recruiting  Station  Headquar- 
ters will  provide  total  support  of  your  pool  management 
efforts.  The  pool  is  our  single  most  important  "sup- 
porting arm''  — treat  it  as  such. 

I'd  like  to  "thump  the  production  tub"  again.  Pro- 
duction is  KING  — shipping  is  the  result  of  production 
and  simply  will  not  be  missed  in  any  category.  On 
balance,  50  percent  of  your  contracts  should  come 
from  basic  prospecting  activities  (TC,  AC,  HV)  and  the 
other  50  percent  should  come  from  programs/support- 
ing arms  (pool,  command  recruiting,  and  PPC).  If 
you're  working  your  supporting  arms  correctly  each 
program  will  produce  at  least  one  contract.  A solid  pool 
and  command  recruiting  program  have  the  potential  of 
producing  two  contracts  each!  To  enhance  the  effec- 
tiveness of  your  command  recruiting  program,  the 
District  has  placed  news  briefs  in  all  base  newspapers, 
requesting  young  Marines  to  volunteer  for  the  permis- 
sive TAD  program.  Your  prospecting  skills  and  smart 
use  of  your  programs  should  result  in  production 
recruiters  writing  2-3  net  new  quality  contracts  per 
month  — absolute  minumum.  Pay  attention  to  your 
supporting  arms  - it's  the  smart  way  to  get  the  job 
(Continued  on  page  3) 
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First  member 
inducted  into 
Director’s 
Warrior’s  Club 


Maj  Jim  Santana 

Col  J.  C.  Lilly  reveals  the  "secret  password"  to  Sgt  Terry 
Elgin  as  part  of  the  induction  into  the  Director's  Warrior's 
Club. 


By  SSgt  Douglas  W.  Allen 
PANCO,  RS  Macon 


"Relieved",  is  the  word  used  by  a Recruiting  Station 
Macon,  Georgia  Marine  when  he  completed  the  require- 
ments to  become  the  sole  recruiter  to  make  the  6th  Marine 
Corps  District  Director's  6.0  Warrior's  Club  since  it  was 
started  October  1,  1987. 

SergeantTerry  R.  Elgin,  a 23-year-old  EAD  recruiter  at 
Recruiting  Substation  Greenville,  SC,  wrote  1 8 l-IIIAs  and 
one  IIIB  during  July,  August  and  September,  1 988  to  gain 
entrance  to  the  Director's  Club. 

"When  I first  heard  about  the  award,"  says  Elgin,  "I 
told  myself  no  one  would  ever  get  it.  But  I told  myself  I 
would  try." 

Writing  19  contracts  in  a three  month  period  is  hard 
enough,  but  there  were  certain  precise  guidelines  which 
had  to  be  followed  for  entrance  to  the  club. 

They  were:  1 . Write  six  or  more  contracts  (gross)  for 
three  consecutive  months.  2.  Be  nominated  for  member- 
ship by  your  NCOIC  and  RS  CO.  3.  At  least  75%  of  all 
enlistments  must  be  l-IIIAs  (i.e.  5 out  of  6,  should  be  1 1 1 A 
and  above).  4.  All  contracts  must  be  100%  high  school 
seniors  or  grads  (Tier  1 ).  5.  The  above  criteria  must  be  at- 
tained in  each  month  consecutively. 


'It  is  the  greatest  honor 
I've  ever  won. ' 


"Each  month  my  friends,  fellow  recruiters  and  parents 
would askhowitwasgoing,"  Elgin  relates.  "Ineverwould 
have  made  it  without  their  support.  It  is  the  greatest  honor 
I've  ever  won." 

As  a "Warrior",  Elgin  is  entitled  to  the  following: 
dinner  for  two  with  the  Director;  a bottle  of  champagne;  a 
certificate  of  membership;  a "Warrior's  Club"  I.D.  card 
signed  by  the  Director;  and  a "members  only”  password. 

"I  think  I'll  keep  this  plaque  at  home,"  he  says.  "Then 
each  night  when  I get  home  late,  I can  look  up  and  see  what 
keeps  me  working.  Then  each  morning  I'll  look  at  it  and  get 
motivated  for  a new  day  of  hard  work." 


Director's  Comments  (continued  from  page  2.) 
done.  Remember,  no  matter  how  effective  your  support- 
ing programs  are,  you  must  consistently  strive  to  meet 
1 00  percent  of  your  prospecting  objectives. 

I need  your  help  with  regard  to  shipping  "on  sched- 
ule." Last  month  it  took  all  30  days  to  get  our  people 
out  of  town.  And  this  is  the  second  consecutive  month 
that  we've  had  to  ship  people  on  days  not  originally 
scheduled.  You  have  earned  a fine  reputation  by  doing 
what  has  to  be  done  across  the  board.  Let's  watch  this 
one.  Too  many  shipping  "surprises"  could  cause  us  to 
miss  shipping. 


Finally,  I'd  like  to  wish  all  the  Marines,  sailors, 
civilians  and  their  families  a joyful  holiday  season. 
Celebrate  the  holidays  with  gusto,  but  take  care  and 
arrive  back  from  leave  or  liberty  ready  to  attack  mission 
in  the  New  Year. 

Merry  Christmas  and  Semper  Fi, 

$■ 

J.C.  LILLY,  JR 
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Assets  used  to 
show  Corps’ 
image  at 
Scout  Show 

By  GySgt  J.  Booker  Simmons 
Public  Affairs  Chief 


Proper  employment  of  assets  is 
vital  to  successful  mission  accom- 
plishment not  only  in  combat,  but  also 
in  the  daily  duties  of  Marines  every- 
where. 

Nowhere  is  this  employment 
more  necessary  than  in  the  fluid  and 
demanding  recruiting  environment 
because  recruiter's  can't  replenish  the 
Corps  without  help. 

Headquarters  6th  District  re- 
cently demonstrated  the  successful 
employment  of  assets  at  the  Atlanta 
Area  Scout  Show. 

"We  participated  last  year,''  re- 
lates Captain  Jim  Kuhn,  district  re- 
cruitment advertising  officer.  "The 
turn-out  was  so  good  that  we  planned 
fora  bigger  event  this  year.  Looking  at 
the  age  group  that  was  attending,  we 
decided  not  to  employ  the  production 


recruiters  because  the  number  of  en- 
listment age  men  and  women  was 
low.  However,  the  opportunity  to 
reach  35,000  people  for  a minimum 
outlay  of  hard  dollars  was  too  good  to 
pass  up.'' 

The  captain  met  with  GySgt  Olas 
Scott,  District  Fiscal  Chief  and  local 
scout  leader,  to  do  whatall  good  lead- 
ers do  before  an  operation. ..make 
plans. 

"We  sat  down  and  looked  at  the 
assets  we  had  on  hand,''  explains 
Scott.  "Then  we  decided  how  these 
could  help  the  scouts  and  the  Marine 
Corps.  Withtheequipmentwehadon 
hand  we  could  produce  an  positive 
image  of  the  Corps  and  help  the  scouts 
earn  a badge.  Once  we  ascertained 
this  we  put  the  plan  into  action.'' 

The  display  would  both 
promote  the  Corps  and  help 
the  scouts  be  better  citizens. 


Employing  Marine  volunteers 
from  the  District  Headquarters,  4th 
FSSG  and  MAG-46  they  set  up  a dis- 
play that  would  both  promote  aware- 
ness of  the  Marine  Corps  and  assist 
the  scouts  in  becoming  better  citi- 
zens. 

From  the  District  headquarters 


came  a flag  display.  Marines  in- 
structed the  scouts  on  how  to  fold  it, 
display  it  and  the  history  of  the  flag. 
MAG-46  provided  a AH-1J  Cobra 
Gunship  and  the  pilot  and  gunner  to 
explain  the  aircraft  to  all  interested 
visitors.  Reservists  from  4th  FSSG 
sent  two  HMMWV's  and  a Stinger 
missle  crew  to  the  World  Congress 
Center  Scout  Show  site.  With  all  of 
these  assets  in  one  area,  the  Marine 
Corps  was  the  most  popular  display 
there. 

"There  must  have  been  300 
scout  leaders  who  told  me,  'This  is 
great  that  you  people  took  the  time  to 
teach  about  the  flag',"  says  Scott. 
"And  the  Marines  with  the  gunship, 
vehicle  and  Stinger  were  busy  all  day 
talking  to  children  of  all  ages. 

"Theother  aspect  they  noticed," 
he  adds,  "was  the  absence  of  a re- 
cruiting pitch.  We  were  just  returning 
something  to  the  community." 

"For  less  than  $300  we  reached 
over  35,000  people  with  a positive 
Marine  Corps  message,"  concludes 
Kuhn.  "We'll  take  that  any  time." 

Albeit  only  several  enlistment  age 
leads  were  produced  by  the  event,  the 
image  of  the  Marine  Corps  grew  in  the 
Atlanta  area.  This  is  the  effective  use 
of  supporting  arms,  softening  up  the 
LZ  for  future  battles. 


District  Marines  SSgt  Jeff 
Lehman  (at  head  of  flag)  and 
Sgt  Danny  Cummings  dem- 
onstrate the  proper  way  to 
fold  an  American  flag  to 
scouts  at  the  Atlanta  Scout 
Show. 


GySgt  J.  Booker  Simmons 
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Sgt  Raymond  Braud 

Poolees  run  a PFT  as  part  of  a well-rounded  function.  A 
good  event  is  fun  and  instructional  as  well. 

Pool  Coordinator 
supports  recruiters 
in  pool  retention, 
referrals 

By  Sgt  Raymond  Braud 
PANCO,  RS  Montgomery 


As  combat  forces  have  supporting  arms  available  to 
help  them  take  their  objectives,  recruiters  have  various 
supporting  arms  available  to  them  to  help  make  contracting 
easier. 

The  newest  asset,  created  at  the  beginning  of  this 
fiscal  year,  is  the  Pool  Coordinator  position.  Sergeant 
Timothy  Dennis,  formerly  a recruiter  in  Roebuck,  Ala.,  a 
suburb  of  Birmingham,  is  RS  Montgomery's  Pool  Coordina- 
tor. 

"The  purpose  of  the  pool  program  is  to  help  reduce 
attrition  by  enhancing  the  current  programs  and  imple- 


menting new  ideas,  along  with  identifying  problems  at  an 
early  stage,"  explains  Dennis. 

A veteran  at  RS  Montgomery  for  four  years,  the  big- 
gest problem  facing  the  recruiter,  as  he  sees  it,  is  maintain- 
ing close  contact  with  each  poolee  throughout  his  time  in 
the  Delayed  Entry  Program  (DEP). 

To  help  keep  the  poolees  interested,  each  RSS  is 
required  to  have  a Poolee  function  monthly.  "The  burden 
usually  lies  with  the  recruiter  or  NCO  1C,  to  come  up  with  the 
event.  As  the  pool  coordinator,  I assist  them,  insuring  each 
event  pertains  to  some  aspect  of  the  Marine  Corps,"  says 
Dennis. 

Events  held  at  RS  Montgomery  have  included  shooting 
rifles,  karate  demonstrations,  hand-to-hand  combat  train- 
ing, and  other  subjects  that  are  learned  in  recruit  training. 
Dennis  says  the  Division  of  Civilian  Marksmanship  (DCM) 
has  been  very  cooperative  in  helping  the  local  recruiters 
organize  marksmanship  events. 

Second  to  organizing  pool  functions,  Dennis  and  the 
restofthecommandgroup  worktokeepattrition  low.  "The 
biggest  attrition  problem  we  face  is  refusals  to  ship,"  he 
explains. 

Whenanapplicantrefusestoship,  heis interviewed  by 
the  NCO  1C  to  resell  him  on  the  Marine  Corps.  The  next  step 
would  be  to  talk  to  Dennis. 

The  Recruiter-Instructor  and  ARI  help  during  the  inter- 
view to  find  out  where  the  problem  lies.  "We  try  to  reiterate 
what  interested  him  when  he  first  enlisted.  Again,  we  try 
to  sell  the  intangibles,"  Dennis  says. 

Dennis  sees  his  role 
as  a trouble  shooter 


If  an  applicant  is  interested  in  college,  going  into  the 
reserves  is  suggested.  "We  also  show  them  the  benefits  of 
the  G.l.  Bill,  and  other  college  opportunities  in  the  Marine 
Corps,  such  as  the  MECEP  Program,  or  the  NROTC  Schol- 
arship program,"  he  adds. 

Dennis  sees  his  role  as  a trouble-shooter.  "This  RS 
took  1 54  pool  discharges  in  fiscal  year  88.  That  meant  we 
had  to  write  1 54  extra  contracts  just  to  make  mission," 
Dennis  says.  "When  we  eliminate  the  problems  before 
they  occur,  we  can  reduce  attrition,  reduce  mission,  and 
won't  have  to  make  up  the  discharges,  which  ultimately 
makes  the  recruiter's  job  easier. 

"A  good  and  imaginative  pool  program  on  the  RSS 
level  also  helps  to  keep  the  applicant  motivated  about  being 
a Marine.  In  this  vein,  he  is  more  likely  to  obtain  referrals, 
and  again  this  helps  make  the  recruiter's  job  easier." 

According  to  Dennis,  a good  pool  program  also  helps 
the  applicant  become  a better  recruit.  "If  we  teach  him 
things  pertaining  to  being  a Marine,  and  recruit  training,  he 
will  be  better  prepared  for  what  lies  ahead  at  Parris  Island." 

Dennis'  advise  to  recruiters  is  to  maintain  close,  con- 
tact with  his  poolees.  "He  should  speak  to  them  at  least 
once  a week  and  personally  see  them  at  least  once  a month. 
When  this  stops,  this  is  the  first  sign  of  trouble,"  he  warns. 
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Three  former  Recruiters  of  the  Year 
share  views  on  success 


By  Sgt  Mike  Ford 
PANCO,  RS  Nashville 


Three  recruiters  with  different 
backgrounds  have  one  thing  in  com- 
mon - success.  All  are  past  recipients 
of  the  RS  Nashville  Recruiter  of  the 
Year  title. 

Between  them  in  their  award- 
winning years  they  totalled  more  than 
200  contracts. 

They  are  Staff  Sergeant  Paul  R. 
Santos,  Jr.(  Gunnery  Sergeant  Alfred 
P.  Masiello,  and  Staff  Sergeant  Gary 
A.  Crocker,  Recruiters  of  the  Year  for 
the  last  three  years,  respectively. 

While  a street  recruiter  under 
Recruiting  Substation  South  Memphis 
in  1986,  Santos  wrote  55  contracts 
while  pursuing  his  goal  of  60  for  the 
year.  "I  was  trying  to  write  60  con- 
tracts because  I wanted  a 5.00  aver- 
age for  the  year,"  he  says.  ''My 
NCOIC,  really  pushed  me  because  of 
my  goal." 

One  of  his  most  successful  pro- 
grams has  been  the  pool  program.  ''I 
got  a lot  of  referrals  from  my  pool 
because  I kept  them  motivated  and  I 
stayed  in  touch  with  them,"  he  ex- 
plains. ''We  ran  a couple  of  times  a 
month  and  when  I could  I took  them  to 
the  Naval  Air  Station  in  Memphis  to 
see  the  aircraft  and  get  used  to  the 
military  environment." 

As  the  NCOIC  of  RSS  Tupelo, 
Mississippi,  he  now  sees  recruiting 
from  a different  viewpoint  — rural  re- 
cruiting vice  metro  recruiting.  He  says 
the  people  in  rural  areas  seem  to  be 
much  more  receptive  to  the  military  in 
general. 

During  1988,  RSS  Tupelo  gar- 
nered Recruiter  of  the  Year,  Most 
Improved  Recruiter  of  the  Year  and 
Most  Improved  Station  of  the  Year 
honors. 

His  advice  to  a new  recruiter  is  set 
realistic  goals  but  don't  sell  yourself 


short.  "A  3.0  average  for  a tour  of  re- 
cruiting does  not  seem  unreason- 
able," he  says.  "Recruiters  should 
work  very  hard  their  first  year  so  they 
can  make  their  last  two  years  easier. 
Push  hard  even  if  it  seems  to  be  a bad 
month,  because  your  work  will  even- 
tually pay  off. 

"Remember  thatyou're  a Marine 
no  matter  what.  Whether  you  volun- 
teered or  were  selected  for  this  duty 
doesn't  matter.  Just  being  a Marine 
should  make  you  want  to  be  success- 
ful because  that's  our  nature." 

SSgt  Gary  A.  Crocker,  recently 
meritoriously  promoted,  was  the  Re- 
cruiter of  the  Year  for  1 988  and  is  as- 
signed to  RSS  Tupelo.  He  says  hard 
work,  perseverance  and  a good  pool 
program  will  makea  recruitersuccess- 
ful.  "I  have  a good  pool  program  and 
have  gotten  a lot  of  exposure  through 
the  media,"  he  says.  "I  try  to  stay 
well-known  in  thecommunity  and  that 
definitely  impacts  on  my  contracting. 

"I  also  take  care  of  my  people," 
he  adds.  "They  put  their  trust  in  you 
so  you  have  to  put  your  trust  in  them. 
Really  caring  about  your  pool  also  cuts 
down  on  Delayed  Entry  Program  dis- 
charges." 

'The  system  will  give 
you  leads. . . then  you 
have  to  take  the  initiative. ' 


He  says  anybody  can  be  success- 
ful and  write  three  contracts  per 
month,  if  they  have  the  desire.  "To  be 
an  over-achiever  out  here  requires 
long  hours,"  he  explains.  "You  have 
to  put  in  the  time.  The  system  will  give 
you  leads  and  bring  you  face-to-face 
with  your  market  but  then  you  have  to 
take  the  initiative.  When  you  reach 
that  point,  you  have  to  be  more  knowl- 
edgeable, squared  away  and  push 
harder  than  the  competition.  But  you 
should  always  be  honest  oryou'll  lose 


the  trust  that  people  have  placed  in 
you." 

Crocker  believes  that  recruiters 
should  set  their  goals  above  what  the 
RSS  needs.  "You  have  to  be  a team 
player  because  the  RSS  comes  first," 
he  says.  "But  you'll  always  see  the 
over-achiever  keep  working.  Recruit- 
ers shouldn't  be  satisfied  with  just 
three  contracts  if  they  can  get  four  or 
five."  He  wasn't  satisfied  with  just 
three  per  month,  he  wrote  42  for  the 
year  and  was  also  the  Most  Improved 
Recruiter. 

GySgt  Masiello  says  recruiters 
should  set  goals  that  they  honestly 
believe  they  can  attain.  "If  they 
achieve  their  initial  goals  then  they  can 
upgrade  them  and  their  level  of  self- 
confidence  and  motivation  will  rise," 
he  says. 

The  Gunny  was  named  RS  and 
District  Recruiter  of  the  Year  for  FY  87. 
During  his  first  tour  as  a recruiter  he 
was  also  the  RS  Recruiter  of  the  Year. 

"100%  dedication  to  the  job  is 
required  here,"  he  says.  "You  should 
put  aside  all  outside  distractions,  par- 
ticularly for  the  first  six  to  1 2 months. 
That  will  give  you  an  opportunity  to  be- 
come well-knownin  thecommunity,  in 
the  high  schools  and  most  impor- 
tantly, well-known  to  your  pool." 

The  pool  program  played  a very 
big  partin  the  Gunny's  success.  "You 
talk  with  them  and  take  care  of  them," 
he  says.  "You  become  a big-brother 
figure  to  them  and  helpthem  with  their 
problems.  You  get  involved  with  their 
families  and  do  whatever  you  can  to 
help  them.  Then  they  will  rely  on  you 
and  trust  you." 

Area  canvassing  is  the  most  im- 
portant asset,  according  to  the  Knox- 
ville NCOIC.  "A  face-to-face  meeting 
where  you  can  get  eye-to-eye  is  the 
besttool  to  have,"  hesays.  "Ifyou're 
sincere,  cheerful  and  motivating  then 
it  will  work  for  you." 
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Santa  makes  an 
eyecatching  en- 
trance via  Amphibi- 
ous Assault  Vehicle 
at  a Jacksonville 
mall. 


SSgt  Sherry  L.  Gregory 

Marines  share  the  season  of  giving 


By  SSgt  Sherry  L.  Gregory 
PANCO,  RS  Jacksonville 


'Tis  the  season  to  be  jolly. 

But  for  some  children  the  month  of  December  is  any- 
thing but  jolly . This  is  notthrough  any  faultof  theirown;  it's 
only  because  they're  poor. 

Area  Marine  Corps  Reserve  Centers  are  traditionally 
busy  this  time  of  year  helping  make  sure  children  can 
experience  the  joy  of  Christmas.  This  year  is  no  exception. 

"This  is  the  41styearforToysforTots,"  says  IstSgt 
BillWhaley,  l-l,  Jacksonville,  Fla.  "It's  an  extremely  worth- 
while program.  It  gives  many  Marines  an  opportunity  to  ex- 
perience the  warmth  of  the  community  and  allows  the 
community  to  see  a side  of  the  Marine  Corps  that  they 
normally  don't  even  think  about.” 

Not  only  do  the  reserves  set  up  and  coordinate  drop  off 
points  fortoys,  they  organize  promotions  with  area  media, 
coordinate  with  various  organizations  and  make  plans  to 
reach  areas  far  from  the  Reserve  Center.  They  depend  on 
the  local  recruiters  for  assistance. 

In  Daytona  Beach,  Fla.,  the  staff  of  RSS  Daytona 
Beach  took  a few  hours  off  one  afternoon  to  help  out  with 
some  publicity  by  appearing  in  a television  and  radio  com- 
mercial. 


"The  commercials  help  spread  awareness  about  the 
program  and  they  also  give  us  (the  local  recruiters)  some 
added  exposure  that  we  can't  buy,”  says  GySgt  Reggie 
Brooks,  NCOIC  of  RSS  Daytona  Beach. 

On  the  west  side  of  Jacksonville,  a local  mall  helped  * 
promote  the  program  by  having  Santa  arrive  via  Amphibi- 
ous Assault  Vehicle  during  a Saturday  parade. 

Toys  for  Tots  gives 
recruiters  added  exposure 
that  money  can't  buy. 

Not  only  was  Santa's  arrival  eyecatching,  but  his 
escorts  also  turned  heads  for  a second  look.  By  combining 
available  assets,  local  recruiters,  the  reserve  center  and 
Marine  Barracks  Cecil  Field  provided  an  Amtrac,  various 
personnel,  armored  vehicles  and,  of  course,  the  Barracks' 
mascot,  an  English  bulldog.  After  the  parade,  Santa  was 
escorted  from  the  Amtrac  and  through  the  mall  by  two 
Marines  in  Dress  Blues. 

"We  should  be  able  to  top  50,000  toys  this  year  and 
that's  a conservative  estimate,”  concludes  the  first  ser- 
geant. "But  the  paramount  item  is  that  the  children  will  be 
taken  care  of. 
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North  Carolina  candidate  earns 
Commandant’s  Trophy 


By  SSgt  Alfred  Biggs 
PANCO,  RS  Raleigh 


It  was  a crisp  autumn  day  at 
Groves  Stadium  in  Winston-Salem, 
N.C.  - perfect  for  the  final  gridiron 
action  of  the  season  as  the  Demon 
Deacons  of  Wake  Forest  University 
hosted  the  Mountaineers  of  Appala- 
chian State  University. 

As  part  of  the  halftime  activities, 
John  P.  Hesford,  Jr.,  an  English  major 
at  Wake  Forest,  received  the  Com- 
mandant of  the  Marine  Corps'  Trophy 
as  the  outstanding  officer  candidate 
for  the  year. 

According  to  Captain  Thomas 
Williams,  the  Officer  Selection  Officer 
in  Raleigh,  this  is  the  first  time  that  a 
student  from  North  Carolina  has  re- 


ceived the  award  since  its  inception  in 
1966. 

"Selection  is  based  on  overall 
performance  in  leadership,  academics 
and  physical  fitness,”  Williams  ex- 
plains. Hesford  had  a final  grade  aver- 
age of  96.2  out  of  a possible  100 
percent.  He  competed  among  ap- 
proximately 400  candidates  across 
the  country. 

Hesford  attended  the  10-week 
PLC  combined  course  at  Quantico, 
Va.,  this  past  summer.  "All  I wanted 
to  do  was  my  very  best,”  he  says.  "I 
didn't  expect  to  be  the  honor  grad.  I'm 
overwhelmed  to  receive  this  trophy.” 

Brigadier  General  Joe  Wilson, 
CG,  4th  Force  Service  Support  Group, 
was  the  Commandant's  representa- 
tive who  presented  Hesford  with  the 
trophy  and  a Mamaluke  Sword.  The 


sword  is  provided  by  the  North  Caro- 
lina Chapter  of  the  Marine  Corps 
League  each  year  to  the  highest  PLC 
graduate  from  the  state.  Major  H.E. 
Poole,  Jr.,  CO  of  Recruiting  Station 
Raleigh  was  also  present  for  the  cere- 
mony. 

Dr.  Thomas  Hearns,  President  of 
Wake  Forest  University,  accepted  the 
"traveling”  Commandant's  Trophy, 
presented  each  year  for  display  at  the 
school  until  the  next  year's  recipient  is 
selected. 

Hesford,  the  son  of  Mr.  and  Mrs. 
John  P.  Hesford  of  Oakton,  Va.,  is 
scheduled  to  graduate  in  December 
when  he  will  attend  The  Basic  School 
(TBS),  Quantico,  Va.  Upon  comple- 
tion of  TBS,  Hesford  will  attend  Flight 
Training  at  Pensacola,  Fla. 


BGen  Joe  Wilson,  John 
Hesford  and  Dr.  Thomas 
Hearns  converse  during 
the  trophy  presentation 
ceremony. 


SSgt  Alfred  Biggs 
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Courtroom 
drama  gives 
students 
view  of 
military 
law 


Sgt  Chris  Whiting 

The  accused  is  sworn  in  by  Capt  Dave  Watkins. 


Sgt  Chris  Whiting 

Maj  John  McClurkin,  military  judge. 


By  Sgt  Chris  Whiting 
Dixie  Digest  Editor 


It  was  a courtroom  drama.  It  had  none  of  the  glitz  of 
"L.A.  Law,''  none  of  the  hijinxof  "Night  Court''  and  justice 
was  not  so  cleverly  proved  as  on  "Perry  Mason.''  How- 
ever, it  did  show  a class  of  college  law  students  something 
about  military  law. 

The  drama  was  enacted  at  Georiga  State  Law  School. 

The  cast  of  characters  were  lawyers  from  Marine 
Corps  Air  Station,  Cherry,  Point,  N.C.:  Major  John 
McClurkin,  and  Captains  Dave  Watkins  and  Dan  Gilmore; 
along  with  Major  Harvey  Hopson  from  Headquarters 
Marine  Corps.  Atlanta  was  just  one  stop  on  their  circuit  of 
law  schools. 

The  drama  consisted  of  a moot  court  martial,  a case  of 
simple  assault,  to  demonstrate  military  legal  procedures  to 
the  students,  according  to  McClurkin. 

"We  want  to  show  that  a military  court  is  conducted 
more  similarly  than  different  from  civilian  court.  We  want 
to  dispel  any  preconception  or  myth,  and  show  them  that 
we  hold  real  trials,  follow  due  process  and  follow  the  same 
rules  as  they're  learning  about  in  civilian  law,"  he  says. 

A second  reason  for  the  class  was  to  generate  interest 
in  the  Marine  Corps  law  program.  "As  part  of  the  visit,  the 
students  are  getting  a chance  to  talk  to  practicing  Marine 
lawyers,"  the  major  adds.  The  Atlanta  Officer  Selection 
Team  was  on  hand  during  the  visit,  looking  for  students 
interested  in  a military  law  career. 

Beginning  the  class,  Maj  Hopson  told  the  students 
they  were  going  to  see  how  a court  martial  is  conducted. 

He  explained  the  three  levels  of  courts  martial  - sum- 
mary, special  and  general  - and  the  levels  of  punishment 
which  could  be  awarded  in  each.  "There  is  no  such  thing 
as  a hung  court,"  he  says.  "We  need  a 2/3  vote  for 


acquittal."  He  pointed  out  a difference  in  that  the  military 
has  no  standing  court.  A convening  order  creates  each 
court  as  needed  to  try  cases. 

The  cast  of  characters  for  the  moot  court  then  gath- 
ered. Maj  McClurkin  took  the  part  of  the  military  judge. 
Capt  Watson  was  the  prosecutor  and  Capt  Gilmore  was  the 
defensecouncil.  Jim  Anderson,  a Marine  second  lieutenant 
in  the  law  program  at  Georgia  State,  played  the  accused. 
Johnny  Castella,  a first  year  law  student,  played  the  ac- 
cusor. 

The  scenario  was  one  the  students  could  appreciate. 
Anderson  was  accused  of  knocking  Casteneda  down  in  a 
bar.  The  alleged  argument  began  when  Casteneda,  a 
Georgia  Bulldogs  fan  began  criticizing  Georgia  Tech's  rec- 
ord. Anderson  was  a Tech  fan  and  supposedly  reacted 
violently. 

Watson  tried  to  prove  that  the  accused  deliberately 
pushed  the  accusor.  Gilmore  maintained  that  his  client 
merely  tripped  over  the  bar  stool  while  trying  to  get  away 
from  the  football  maniac  who  talked  his  ear  off  all  evening. 

The  lawyers  went  through  enough  of  the  detail  of  the 
court  martial  procedure  for  the  students  to  see  how  the 
process  went.  Ordinarily,  in  a court  with  a military  judge 
only,  thejudge  decides  the  outcome.  Thistime,  McClurkin 
put  the  question  to  the  class.  They  acquitted  the  accused, 
as  he  might  have  been  in  actuality,  because  there  wasn't 
enough  proof  of  wrongdoing. 

To  end  the  class,  Maj  Hobson  took  questions  on  the 
procedure  and  about  military  law  in  general.  Hobson  also 
told  them  the  Marine  Corps  has  approximately  565  attor- 
neys, including  women,  and  briefly  outlined  their  duties, 
promotions  and  opportunities. 

In  all,  the  law  team  visited  four  Atlanta  area  law 
schools.  At  Walter  F.  George  Law  School,  Mercer  Univer- 
sity, the  University  of  Georgia  Law  School,  and  Emory  Law 
School  they  were  sponsored  by  the  placement  directors.  At 
Georgia  State  Law  School,  they  were  sponsored  b the 
Delta  Theta  Phi  legal  fraternity. 

According  to  Mark  Milhollins,  clerk  of  the  rolls,  they 
saw  the  Marine  lawyers'  visit  as,  "a  chance  to  experience 
an  area  of  the  law  which  we  don't  normally  get  to  view." 
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A Closer  Look 


Military 

Education 

program 

instituted 

By  Pat  Viets 

HQMC,  Washington,  D.C. 


Marine  Corps  Commandant  Gen 

A. M.  Gray  has  directed  that  a program 
of  mandatory,  continuing  profes- 
sional military  education  (PME)  be 
instituted  in  the  Marine  Corps.  All 
officers,  staff  NCOs,  and  NCOs  will 
participate  in  this  program  beginning 
April  1,1989. 


The  PME  program  will  require 
Marines  to  complete  specified 
courses  of  instruction  and  to  read 
specific  professional  literature.  This 
program  applies  to  Marines  starting 
with  promotion  to  corporal  in  the  en- 
listed grades  and  completion  of  The 
Basic  School  for  officers. 

"For  years,  we've  been  quietly 
pushing  supervision  further  up  the 
chain  of  command,  when  we  should 
have  been  pushing  it  downward," 
Gen  Gray  wrote  in  ALMAR  255-88.  "I 
am  firmly  committed  to  this  PME 
concept,  and  I expect  a similardedica- 
tion  from  all  who  call  themselves 
Marines." 

The  Commandant  also  approved 
the  following  definition  of  PME  for  use 
within  the  Marine  Corps.  "PME  is  the 
systematic  and  comprehensive  pro- 


cess of  developing  the  skills,  knowl- 
edge, and  military  judgement  required 
to  enhance  the  ability  to  deal  with  the 
increasingly  complex  responsibilities 
associated  with  Marine  Corps  duty 
and  the  responsibilities  of  higher 
grades. 

"In  contrast  to  specific  MOS  or 
billet-related  skills,  PME  is  the  life-long 
study  of  the  profession  of  arms  within 
the  framework  of  Marine  Air-Ground 
Task  Force  Operations.  PME  is  ac- 
quired through  self-study,  profes- 
sional reading,  symposia,  formal 
schools  attendance,  and  experience 
gained  in  duty  assignments. 

"The  fundamental  purpose  of 
PME  is  to  assist  all  Marines  in  fulfilling 
the  personal  responsibility  for  achiev- 
ing operational  competence,"  ac- 
cording to  the  ALMAR. 


Volunteers 
sought  for 
early 

retirement 

HQMC 

Washington,  D.C. 


Enlisted  Career  Force  Controls, 
which  are  designed  to  provide  equi- 
table promotion  opportunity  and 
tempo  among  all  MOSs,  began  the 
final  implementation  phase  on  1 Oct. 
One  of  the  main  purposes  of  this 
phase  is  to  relieve  promotion  stagna- 
tion in  overcrowded  MOSs. 

One  way  this  will  be  accom- 
plished is  through  the  voluntary  early 
transfer  to  the  FMCR  of  eligible  Ma- 
rines in  over  grades/MOSs.  By  de- 
creasing the  overages  in  the  upper 
grades  of  an  MOS,  promotion  vacan- 
cies will  flow  down  throughout  the 
gradestructure.  Inordertoencourage 
volunteers  for  early  transfer  to  the 


FMCR,  CMC  will  waive  certain  time 
elic  oility  requirementsas  listed  below 
for  Marines  in  over  grades/MOSs. 

A.  Two  years  time-in  grade  in 
order  to  retain  present  grade. 

B.  Obligated  service  after  school 
attendance. 

C.  Obligated  service  (2  years) 
upon  cancellation  of  a previously 
approved  FMCR  transfer  request. 

D.  Time-on-station:  1 year  re- 
turning from  overseas/2  years  intra- 
CONUS. 

Marines  who  desire  voluntary 
early  transfer  to  the  FMCR  and  who 
meet  the  above  criteria  should  submit 
an  AA  form  referencing  ALMAR  261  - 
88  to: 

Commandant  of  the  Marine  Corps 
Code  (MMSR-2) 
Washington,  D.C.  20380-0001 

Marines  who  have  completed  20 
years  of  service  and  are  in  over 
grades/MOSs  will  only  be  subject  to 
involuntary  transfer  to  the  FMCR  if 
CMC  does  not  receive  the  number  of 
volunteers  required. 

Marines  should  see  their  Admin 
Chief  for  a listing  of  MOS/grades 
which  are  being  solicited  for  the  vol- 
untary transfer  program. 


Child's  last 
wish:  Send 
Christmas 
cards 

We  have  received  a 
request  concerning  an  1 1- 
year-old  boy  who  has  ter- 
minal cancer.  His  last 
wish  is  to  be  in  the 
Guiness  Book  of  World 
Records  for  receiving  the 
most  Christmas  cards. 

If  you  would  like  to 
help  fulfill  his  wish,  send 
your  card  to: 

David 

c/o  Child's  Last  Wish 
P.O.  Box  5997 
Spring  Hill,  FL  34606 
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Enlisted  Career 
Controls 
continue  to  be 
implemented 

By  Sgt  Nathan  Portman 
HQMC,  Washington,  D.C. 


The  Manpower  Division  at  Head- 
quarters Marine  Corps  continues  to 
implement  the  policies  of  Enlisted 
Career  Force  Controls. 

"When  first-term  Marines  come 
to  their  EAS,  we're  going  to  do  busi- 
ness differently  in  the  future,  " said 
LtCol  Clay  Williams,  Head,  Enlisted 
Retention  Section,  HQMC.  "Under 
the  old  way,  anybody  recommended 
eligible  for  reenlistment  is  reenlisted 
whether  we  need  them  or  not.  For 
example,  we  needed  26  0151  first 
termers  to  reenlist  and  we  reenlisted 
260.  Thisoverloadsthe MOSandsets 
the  Marines  up  for  stagnation." 

Under  the  new  policy,  those 
Marines  who  do  not  reenlist  in  time  to 
fill  one  of  the  career  force  vacancies, 
known  as  "boat  spaces,"  will  be  di- 
rected to  make  a lateral  move  into 
another  field. 

"Although  we're  playing  hard- 
ball by  saying  you  have  to  lat  move  if 
you're  in  an  over  MOS,  we're  giving 
you  a chance  to  move  into  an  MOS  of 
your  choice,  as  long  as  it  is  a balanced 
or  short  MOS,"  said  Williams.  "But  if 
the  Marine  doesn't  want  to  do  it,  then 
we  probably  will  not  approve  further 
service." 

However,  in  order  to  handle  the 
additional  lateral  moves  that  will  oc- 
cur because  of  this  policy,  the  number 
of  seats  available  for  lateral  moves 


also  had  to  be  reconstructed. 

"Prior  to  FY  89,  we  had  about 
700 lat  move  seats  a year.  Thisdidn't 
allow  many  Marines  to  lat  move  out  of 
an  over  MOS,"  said  Williams.  "This 
year,  we  have  2,365  lat  move  seats 
available." 

According  to  Williams,  4,000 
first-termers  will  probably  reenlist  in 
FY  89  out  of  which  about  1,200  will 
probably  lat  move  ( 1 , 1 00  of  those  will 
be  voluntary). 

However,  with  all  of  these  addi- 
tional requests,  there  needed  to  be 
improvements  on  the  long  process  of 
requesting  a lat  move  and  informing 
the  field  what  MOSs  are  available  for 
lat  moves. 

"Under  the  old  way  a Marine 
would  put  in  a lat  move  request  not 
knowing  if  the  field  he  was  requesting 
was  over,  balanced  or  short,"  said 
Williams.  There  was  also  no  docu- 
ment published  and  sent  to  the  field 
stating  which  school  seats  were  avail- 
able. 

"It  wasa  hit  or  miss  process  that 
took  weeks  via  an  administrative  ac- 
tion (AA)  form,"  he  added. 

Now  an  Over,  Balanced,  Short 
Report  used  by  the  monitors  is  mailed 
to  the  field  (career  planners).  This 
report  shows  the  number  of  Marines 
in  each  grade  and  the  overages  and 
shortages. 

"In  addition,  we  use  a Career 
Planning  Management  System 
(CPMS),  Unassigned  School  Seat 
Report  to  keep  track  of  all  our  lat 
moves,"  said  Williams.  "This  report 
is  done  on  an  electronic  log  book, 
updated  daily  and  mailed  to  'the 
world'  via  electronic  mail.  This  way 
Okinawa  has  access  to  it  at  the  same 
time  the  monitors  at  HQMC  have  it." 

With  these  changes,  a Marine 
who  wants  to  make  a lateral  move  can 
see  what  seats  are  available  when  he 
sees  his  career  planner.  This  means 
the  request  he  puts  in  will  be  a smart 
request  and  probably  be  approved  be- 
cause he  already  knows  there  is  a seat 
available.  The  request  will  be  sent  by 
electronic  mail  via  CPMS. 


A career  planning  newsgram  will 
also  be  put  out  monthly  listing  how 
many  "boat  spaces"  are  left  in  each 
MOS. 

"The  key  is  that  we're  not  just 
trying  to  balance  numbers,"  said  Wil- 
liams. "We  want  to  do  a smart  lat 
move.  The  intent  is  to  take  care  of  the 
Marine  and  the  Marine  Corps." 

For  the  Marines  who  are  past 
their  first  term  but  are  not  retirement 
eligible  it  will  be  business  as  usual, 
according  to  Williams. 

"The  Marines  who  are  in  this 
category  whoareinoverloaded  MOSs 
will  not  be  forced  to  lat  move,"  he 
said.  "We're  going  to  be  loyal  to 
them.  We're  not  going  to  play  hardball 
with  the  Marines  that  we  screwed  up 
and  sentdown  range.  So  we  will  keep 
reeniisting  them  until  they  become 
retirement  eligible." 

Most  of  these  Marines,  accord- 
ing to  Williams,  will  probably  gooutto 
"B"  billets  like  recruiting  and  Dl  duty 
because  there  aren't  enough  "A"  bil- 
lets for  them. 

In  addition,  meritorious  promo- 
tions are  going  to  be  controlled,  spe- 
cifically for  corporals  and  sergeants, 
according  to  Powell. 

"We  don't  want  to  deny  merito- 
rious promotions,"  he  said,  "but  we 
want  to  control  it  because  we  want  to 
make  sure  the  average  Marine  that  is 
doing  a good  job  has  a chance  at  pro- 
motion." 

But  what  about  the  new  service 
limits?  Will  Marines  be  held  to  those? 

In  most  cases,  yes,  according  to 
Williams.  "We  are  routinely  waiving 
service  limits  for  sergeants  in  slow 
promoting  MOSs,"  he  said,  "to  give 
them  two  opportunities  for  selection. 
But  if  a Marine  is  retirement  eligible 
and  hasn't  been  selected,  he's  going 
to  have  to  retire." 

Under  the  new  policies  of  En- 
listed Career  Force  Controls,  promo- 
tion stagnation  is  expected  to  break 
up  within  three  to  six  years,  according 
to  Williams.  "Eighty  percent  of  the 
overages  should  come  down  in  three 
years,"  he  said. 
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Contact  T earn  T ips 


iow  to  get  poolee  referrals  and  improve  list  attainment 


Are  you  having  difficulty  getting 
referrals  from  your  poolees  or  obtain- 
ing good  senior  lists  from  your  high 
schools?  For  a long  time,  this  has  been 
a royal  pain  in  an  NCOIC's  posterior 
region.  In  an  effort  by  the  Contact 
Team  to  decrease  the  dependency  on 
pain  recievers  and  suppositories,  the 
following  remedies  are  provided: 

a.  The  average  poolee  carries 
aboutfive  classes  during  a school  day. 
What  would  happen  if  he  would  solicit 
and  receive  the  name,  address  and 
phone  number  of  the  students  that  sit 
around  him  in  his  first  perriod  class?  If 
this  were  done  in  all  five  classes  or 
periods,  a poolee  could  conceivably 
obtain  approximately  twenty  names  in 
one  day.  The  next  day,  he  repeats  the 
process,  acquiring  the  same  informa- 
tion from  the  students  two  desks  away 
for  all  five  classes.  Depending  on  the 
size  of  the  class  and  the  number  of 
poolees  in  the  school,  what  better  way 
to  get  referrals  and  acquire  lists,  espe- 
cially from  schools  that  do  not  release 
official  lists? 

b.  How  well  does  your  poolee 
know  the  neighborhood  that  he  or  she 
lives  in?  Has  he  formed  relationships 
with  other  kids  his  own  age,  who  live 
in  the  same  neighborhood?  To  find 
out,  ask  your  poolee  to  bring  you  the 
name,  address  and  phone  number  of 
the  kid  that  lives  in  the  house  to  the  left 
and  right  of  his,  the  house  in  front  and 
the  house  behind  his.  The  following 
week,  ask  for  the  same  information  on 
the  kids  one  block  over  and  so  on. 


Again,  depending  on  the  size  of  the 
neighborhood,  and  the  number  of 
families  with  enlistment  age  kids,  this 
could  be  a good  source  of  new  names, 
both  grads  and  seniors.  This  situation 
would  be  ideal  for  a metropolitan  or 
suburban  area  and  could  produce 
good  results. 

c.  A recruiter  has  just  completed  a 
high  school  talk.  How  well  was  his 
presentation  received  by  the  stu- 
dents? Was  the  presentation  informa- 
tive and  interesting?  Did  it  effect  the 
students'  attitude  about  the  United 
StatesMarine Corps?  Wasthe presen- 
tation too  long  or  too  short?  What  can 
be  done  to  improve  on  the  presenta- 
tion? A good  way  to  answer  these 
questions  and  obtain  other  useful  in- 
formation is  to  have  the  students  cri- 
tique the  recruiter.  There  are  two 
ways  this  can  be  accomplished,  both 
requiring  student  participation: 


me  to  that  recruiter,  neighbor.  " 


(1)  End  the  presentation,  leaving 
a minimum  of  ten  minutes  before  the 
end  of  the  period.  Have  the  students 
break  out  a pencil  and  sheet  of  paper. 
Solicit  their  name,  address  phone 
number  and  present  grade.  Ask  and 
have  them  answer  the  above  ques- 
tions. 

(2)  Preparea critiquesheetasking 
for  name,  address,  phone  number  and 
present  grade.  Then  list  the  specific 
questions  you  want  the  students  to 
answer. 

d.  A recruiter  has  just  returned 
from  a high  school  talk.  He  was  asked 
by  the  NCOIC  how  many  students 
were  present  and  what  year  group 
they  were.  The  recruiter  didn't  know 
theanswer.  Onesure way toavoidthis 
and  accumulate  names  at  the  same 
time  is  to  circulate  an  attendance  ros- 
ter requiring  a name,  phone  number 
and  present  grade.  With  a name  and  a 
number,  the  address  can  be  re- 
searched later,  providing  another 
good  method  of  building  a list. 

e.  The  Marine  Corps  is  heavy  into 
the  quality  market  with  astronomical 
results.  You  have  heard  the  old  saying 
"QUALITY  BEGETS  QUALITY.'' 
Therefore,  as  a part  of  the  processing 
of  applicants  found  to  be  qualified  to 
be  Marines,  require  five  character  ref- 
erences from  kids  of  like  age  and  cali- 
ber. 

Semper  Fi 
The  Contact  Team 


Dino 

Tip  of  the 
Month 


Let  the  poolee  pick  up  appointments  from  the  high 
school  and  bring  them  to  the  office.  This  would  allow  the 
poolee  to  influence  the  applicant  to  and  from  the  appoint- 
ment, stacking  the  odds  in  the  favor  of  the  recruiter. 


9 


Dixie  Digest 


District  Pacesetters 


RS  Jacksonville 

Two  RS  Jacksonville  Marines  tied  for  Recruiter  of  the 
Month  for  November  with  six  net  contracts  each. 

SSgt  Scott  R.  Roeder,  RSS  Jacksonville  Beach,  Fla. 
and  CpI  Rufus  Mills,  Jr.,  RSS  Savannah,  Ga.  share  the  top 
honor. 

Roeder  says  several  factors  played  in  his  success  this 
month. 

"Command  recruiters  helped  out  tremendously," 
explains  the  Wisconsin  native.  "Efforts  from  past  months, 
such  as  high  school  visits  helped  me.  Also,  kids  that 
weren't  eligible  became  eligible  and  contracted. 

"Also,  the  way  we  work  in  the  station  makes  a differ- 
ence. We  have  a lot  of  teamwork,"  continues  the  1 5 year 
veteran.  "If  someone  comes  in  from  one  of  my  schools  the 
other  recruiter  or  the  NCOIC  works  them  and  vice  versa." 

In  Savannah,  Mills  uses  a different  approach. 

"I  believe  my  strongest  asset  is  ACing  because  I can 
meet  the  new  working  applicant  face  to  face,"  says  the 
EAD  Recruiter.  "Instead  of  telling  them,  I can  show  them 
the  Marine  Corps  and  establish  rapport  quickly.  Some  of 
the  places  I canvass  are  high  schools  and  shopping  malls. 
I'll  even  jump  out  of  the  car  at  a gas  station  to  AC  someone. 

"My  poolees  also  work  hard  for  me  and  I keep  them 
motivated  and  up-to-date  about  the  Marine  Corps  and  they 
know  that  they're  always  welcome  in  the  office,"  contin- 
ues the  Savannah  native.  "My  NCOIC,  SSgt  Price,  has 
been  a key  factor  in  my  success  and  shares  a lot  of  his 
experiences.  Infact,  he  has  become  a father  figure  to  usall 
at  the  RSS." 

RS  Macon 

Five  quality  contracts  have  put  Staff  Sergeant  Ariel 
Tamayo  of  RSS  Marietta,  Ga.,  on  top  as  RS  Macon's 
Recruiter  of  the  Month. 

All  five  of  Tamayo's  contracts  were  l-IIIAs,  including 
two  QEP's.  "I  haven't  really  done  anything  different  this 
month  other  than  work  my  poo!  hard  for  referrals,"  Tamayo 
says.  "I  pushed  my  kids  andthey  camethrough!  Addition- 
ally, I have  found  that  a positive  mental  attitude  is  the  key 
that  helps  me  get  these  good  contracts." 

RS  Montgomery 

Sergeant  Charles  Latimer  of  RSS  Mobile,  Ala.  wrote 
six  contracts  for  November  to  earn  honors  as  Recruiter  of 
the  Month  for  RS  Montgomery. 

Latimer  attributes  his  success  to  an  active  pool.  Four 
of  his  contracts  resulted  from  DEP  referrals. 

"Good  leadership  by  my  NCOIC  instilled  a positive 
attitude  to  recruit,"  he  adds. 


RS  Nashville 

Two  RS  Nashville  Marines  share  Recruiter  of  the 
Month  honors  for  November.  Sgt  Terry  Bigley  of  RSS 
Decatur  and  Sgt  Rick  Hannah  of  RSS  Knoxville  earned  the 
title  by  writing  five  and  three  contracts  respectively.  Both 
wrote  all  l-l  1 1 As,  but  Hannah's  three  were  all  QEPcontracts. 

"I  kept  a positive  mental  attitude,"  says  Bigley.  He 
adds  his  aggressiveness  toward  contracting  has  increased 
and  following  up  on  work  from  the  past  finally  paid  off. 

"GySgt  Godbee  comes  into  the  office  every  day  with 
a smile  on  his  face  and  it's  contagious,"  explains  Bigley.  "If 
there's  one  thing  out  here  that  will  make  you  successful  it's 
a good  attitude." 

Putting  together  an  unbeatable  high  school  display 
and  presentation  is  what  works  best  for  Hannah.  "I  really 
work  hard  in  my  schools,"  he  says.  "I  putup  a good  display 
using  Marine  Corps  gear,  literature  and  my  recruiting  blan- 
ket. I bring  my  recruiter  assistants  and  poolees  and  it 
becomes  a very  solid  tool  for  selling  the  Marine  Corps." 

He  has  a technique  for  selling  the  QEP  program.  "A 
good  part  of  my  selling  technique  deals  with  military  bear- 
ing,” he  explains.  "They  see  what  they  can  become 
through  my  example  and  they  strive  for  that." 

RS  Orlando 

Leading  the  RS  Orlando  Pacesetters  for  November 
with  seven  contracts  was  Sgt  Bobby  Adams  of  PCS  Winter 
Haven,  Fla. 

Adams  says  the  month  went  well  for  him  because  of 
assets  both  in  and  out  of  ihe  office.  "I  feel  the  rapport  I have 
inthe  community  wasa  leading  factor.  Also,  my  command 
recruiter,  CpI  Donnie  Mike  and  my  poolees  really  helped  a 
lot  as  well.  When  you  have  a good  reputation  in  the  local 
community  and  treat  people  right,  the  word  gets  around 
and  that  is  a benefit  you  can't  do  without,"  he  says. 

Adams  adds  he  has  to  play  a part  in  his  own  success. 
"I  think  you  have  to  portray  the  Marine  Corps  image  to  be 
successful  in  recruiting.  You  have  to  carry  yourself  well,  be 
professional,  give  people  the  truth  and  square  deals,  look 
good  in  uniform  and  work  hard.  Things  will  turn  in  your 
favor  if  you  work  at  it,"  he  concludes. 

RS  Raleigh 

Sergeant  Jerry  Bennett,  RSS  Raleigh,  N.C.,  has  cap- 
tured the  Recruiter  of  the  Month  title  for  the  second  con- 
secutive month  at  RS  Raleigh. 

He  wrote  four  contracts  in  November  and  had  no 
discharges  to  edge  out  six  other  Tarheel  Recruiters  in  the 
keen  competition. 

"I  take  tremendous  pride  in  the  profession  of  selling 
the  Marine  Corps  and  have  a burning  desire  to  succeed," 
Bennett  says.  "That,  combined  with  the  leadership  of  my 
NCOIC,  kept  the  fire  burning  through  November." 


December  1 988 
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Digest  Salutes 


MERITORIOUS  SERVICE  MEDAL 
District 

SgtMaj  C.E.  Thomas 

NAVY  ACHIEVEMENT  MEDAL 
RS  Macon 
SSgt  J.L.  Herb 
GOOD  CONDUCT  MEDAL 
RS  Macon 

SgtT.R.  Elgin,  1st  award 

PROMOTION 
RS  Jacksonville 
SSgt  J.G.  Hunt 
RS  Nashville 

SSgtT.D.  Matthews 


RS  Orlando 

SSgt  P.L.  Early 
SSgt  M.K.  Cook 
GySgt  R.A.  Martinez 
SSgt  H.L.  Holmes 

RS  Raleigh 

SSgt  M.D.  Graham 
SSgt  L.  James 
GySgt  A.  Parrilla 
SSgt  M.A.  Fishel 

CERTIFICATE  OF  COMMENDATION 

RS  Macon 

Sgt  P.C.  Maloney 

MERITORIOUS  MAST 

RS  Macon 

SSgt  R.R.  Hester 
SSgt  H.  Williams 
CpI  R.F.  Page 
Sgt  P.C.  Maloney 


SSgt  D.S.  Haynes 
Sgt  T.R.  Elgin 
SSgt  K.R.  Brady 
SSgt  J.J.  Dixon 
MSgt  B.  Wilson 


SUCKLE 

UP! 


Recruiter  Honor  Roll 


7 contracts 

Sgt  B.  Adams,  RSS  Lakeland,  Fla. 

6 contracts 

SSgt  S.  Roeder,  RSS  Jacksonville  Beach, 
Fla. 

CpI  R.  Mills,  Jr.,  RSS  Savannah,  Ga. 

Sgt  C.  Latimer,  RSS  Mobile,  Ala. 

Sgt  M.  Caldwell,  RSS  Tuscaloosa,  Ala. 
SSgt  R.N.  Holman,  RSS  Nashville,  Tenn. 
Sgt  P.  Early,  RSS  Cocoa,  Fla. 

SSgt  R.  Griffin,  RSS  Tampa,  Fla. 

5 contracts 

SSgt  A.  Tamayo,  RSS  Marietta,  Ga. 

Sgt  C.L.  Ruse,  RSS  Lawrenceville,  Ga. 
Sgt  T.E.  Register,  RSS  Gainesville,  Ga. 
Sgt  R.C.  Cawley,  RSS  Greenville,  S.C. 
Sgt  S.  Hubbard,  RSS  Jackson,  Miss. 

Sgt  T.  Gay,  RSS  Montgomery,  Ala. 

Sgt  R.  Anderson,  RSS  Vestavia,  Ala. 


GySgt  D.A.  Bunch,  RSS  Murfreesboro, 
Tenn. 

Sgt  T.W.  Bigley,  RSS  Decatur,  Tenn. 
GySgt  R.  Uvalle,  RSS  Ft.  Myers,  Fla. 

SSgt  J.  Healy,  RSS  Leesburg,  Fla. 

4 contracts 

GySgt  K.A.  Brown,  RSS  Valdosta,  Ga. 
SSgt  J.M.  Bethea,  RSS  Albany,  Ga. 

Sgt  J.S.  Bosarge,  RSS  Brunswick,  Ga. 

Sgt  W.E.  Carson,  RSS  Jacksonville,  Fla. 
Sgt  M.G.  Smith,  RSS  Daytona  Beach,  Fla. 
Sgt  B.  Wheeler,  RSS  Savannah,  Ga. 

SSgt  K.R.  Brady,  RSS  Jonesboro,  Ga. 
SSgt  H.  Williams,  RSS  Columbia,  S.C. 

Sgt  J.P.  Ausborn,  RSS  Greenville,  S.C. 

Sgt  T.R.  Hightower,  RSS  Stone  Mountain, 
Ga. 

SgtT.R.  Elgin,  RSS  Greenville,  S.C. 

SSgt  D.W.  Bady,  RSS  Jonesboro,  Ga. 

Sgt  T.C.  Bresnahan,  RSS  Augusta,  Ga. 
GySgt  J.P.  Crittenden,  RSS  Columbia, 

S.C. 


Sgt  M.H.  Schmidt,  RSS  Greenville,  S.C. 
Sgt  F.  Chapman,  RSS  Gulfport,  Miss. 

Sgt  S.  Boyington,  RSS  Pensacola,  Fla. 
GySgt  B.G.  Tabor,  RSS  Tupelo,  Miss. 
SSgt  R.L.  Millward,  RSS  Nashville,  Tenn. 
SSgt  D.A.  Hruza,  RSS  Nashville,  Tenn. 
Sgt  T.R.  Brewster,  RSS  Knoxville,  Tenn. 
Sgt  D.J.  Assfalg,  RSS  Nashville,  Tenn. 
Sgt  T.R.  Brewster,  RSS  Knoxville,  Tenn. 
SSgt  J.  Woolsey,  RSS  Bradenton,  Fla. 

Sgt  R.  Alexander,  RSS  Lakeland,  Fla. 
GySgt  M.  Taylor,  RSS  Miama,  Fla. 

SSgt  K.  Carmean,  RSS  Tampa,  Fla. 

CpI  D.  Glover,  RSS  West  Palm  Beach,  Fla. 
Sgt  L.  Houston,  RSS  Greensboro,  N.C. 

Sgt  M.F.  Cauble,  RSS  Hickory,  N.C. 
SSgtT.S.  Chase,  RSS  Fayetteville,  N.C. 
GySgt  E.V.  Hughes,  RSS  Fayetteville, 

N.C. 

GySgt  W.L.  Walker,  RSS  Jacksonville, 
N.C. 

Sgt  J.E.  Bennett,  RSS  Raleigh,  N.C. 

CpI  K.W.  Brewer,  RSS  Rocky  Mount,  N.C. 
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November  1988  Procurement  Results 


SHIPPING 


PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Rqmt  Ship  % 

Rqmt  Ship 

% 

Rqmt  Ship  % 

Rqmt  Ship 

% 

Jac 

0 

0 

N/A 

39 

39 

100.0 

39 

39  100.0 

2 2 100.0 

Mac 

0 

0 

N/A 

66 

66 

100.0 

66 

66  100.0 

3 3 100.0 

Mon 

0 

1 

N/A 

52 

52 

100.0 

52 

53  101.9 

2 2 100.0 

Nas 

0 

0 

N/A 

52 

52 

100.0 

52 

52  100.0 

2 2 100.0 

on 

0 

0 

N/A 

89 

89 

100.0 

89 

89  100.0 

3 3 100.0 

Ral 

0 

1 

N/A 

52 

52 

100.0 

52 

53  101.9 

3 3 100.0 

Dist 

0 

2 

N/A 

350  352 

100.0 

350 

352  100.6 

15  15  100.0 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Rqmt  Ship  % 

Rqmt  Ship 

% 

Rqmt  Ship  % 

Rqmt  Ship 

% 

Jac 

7 

6 

85.7 

1 

1 

100.0 

0 

0 N/A 

49  48 

98.0 

Mac 

18 

17 

94.4 

3 

4 

133.3 

1 

1 100.0 

91  91 

100.0 

Mon 

12 

12 

100.0 

0 

0 

N/A 

0 

0 N/A 

66  67 

101.5 

Nas 

12 

1 1 

91.7 

2 

2 

100.0 

0 

0 N/A 

68  67 

98.5 

Orl 

3 

5 

166.7 

0 

0 

N/A 

0 

0 N/A 

95  97 

102.1 

Ral 

10 

10 

100.0 

0 

0 

N/A 

0 

0 N/A 

65  66 

101.5 

Dist 

62 

61 

98.4 

6 

7 

1 16.7 

1 

1 10C.0 

434  436 

100.5 

SHIPPING  QUALITY 

% MG  l-IIIA  Ship 

% Tier  1 HSG  Ship 

% NPS  Reg  4-6Yr 

% QEP  + CEP  Rqmt 

NPS  Reg 

NPS  Res 

NPS  RegM  NPS  ResM 

TOE  Ship 

Ship 

Jac 

63.4 

71.4 

90.2 

85.7 

100.0 

175.0 

Mac 

62.3 

77.3 

100.0 

100.0 

100.0 

566.7 

Mon 

63.0 

83.3 

98.1 

100.0 

100.0 

160.0 

Nas 

64.8 

61.5 

94.4 

84.6 

100.0 

200.0 

Orl 

67.4 

60.0 

96.7 

100.0 

100.0 

155.6 

Ral 

63.6 

50.0 

94.5 

90.0 

100.0 

160.0 

Dist 

64.4 

69.6 

96.2 

94.2 

100.0 

238.2 

NET  NEW  CONTRA  CTING 

PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Quota 

NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

0 

0 

N/A 

41 

42 

102.4 

41 

42  102.4 

2 2 

100.0 

Mac 

0 

0 

N/A 

83 

85 

102.4 

83 

85  102.4 

5 7 

140.0 

Mon 

0 

0 

N/A 

51 

53 

103.9 

51 

53  103.9 

4 1 

25.0 

Nas 

0 

0 

N/A 

55 

53 

96.4 

55 

53  96.4 

4 3 

75.0 

Orl 

0 

0 

N/A 

93 

113 

121.5 

93 

113  121.5 

6 4 

66.7 

Ral 

0 

1 

N/A 

61 

49 

80.3 

61 

50  82.0 

4 5 

125.0 

Dist 

0 

1 

N/A 

384 

395 

102.9 

384 

396  103.1 

25  22 

88.0 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

16 

16 

100.0 

0 

1 

N/A 

0 

1 N/A 

59  62 

105.1 

Mac 

20 

15 

75.0 

2 

3 

150.0 

1 

1 100.0 

111  111 

100.0 

Mon 

21 

27 

128.6 

0 

0 

N/A 

0 

0 N/A 

76  81 

106.6 

Nas 

22 

23 

104.5 

1 

3 

300.0 

0 

0 N/A 

82  82 

100.0 

Orl 

21 

15 

71.4 

0 

0 

N/A 

0 

1 N/A 

120  133 

1 10.8 

Ral 

17 

27 

158.8 

0 

0 

N/A 

0 

0 N/A 

82  82 

100.0 

Dist 

117 

123 

105.1 

3 

7 

233.3 

1 

3 300.0 

530  551 

104.0 

CONTRACTING  QUALITY 

% MG 

l-IIIA  NNC 

% Tier  1 HSG  NNC 

% QEP  + CEP  Quota 

NPS  Reg 

NPS  Res 

NPS  RegM  NPS  ResM 

Contracted 

APR 

Jac 

68.2 

61.1 

97.7 

100.0 

125.0 

1.59 

Mac 

59.8 

78.9 

100.0 

100.0 

162.5 

1.52 

Mon 

64.8 

74.1 

100.0 

100.0 

340.0 

1.62 

Nas 

71.4 

84.6 

98.2 

88.5 

83.3 

1.52 

Orl 

70.1 

81.3 

100.0 

100.0 

433.3 

1.68 

Ral 

68.5 

70.4 

100.0 

100.0 

1 16.7 

1.52 

Dist 

66.9 

75.2 

99.5 

97.7 

226.3 

1.58 
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| FLARE 

This  month  in  history 


UNIVERSITY  OF  FLORIDA 


3 1262  09685  0598 


December  1988 


December  I 

Rosa  Parks,  a black  seamstress  in  Montgomery,  Ala., 
arrested  for  refusing  to  yield  her  seat  on  a city  bus  to 
a white  man.  1955.  Two  days  later,  a bus  boycott  led 
by  Rev.  Martin  Luther  King  Jr.  begins,  resulting  in  de- 
segregation of  public  transportation  facilities. 


December  2 

Medal  of  Honor  authorized,  1861. 


First  nuclear  chain  reaction  sustained,  University  of 
Chicago,  1942. 

December  3 
Army-Havy  football  game. 

December  4 
Hanukkah  begins. 

December  5 

national  Security  Agency  established,  1952. 

December  6 

Army  engineers  complete  construction  of  the  Washing- 
ton Monument,  1884. 

December  7 

Pearl  Harbor  Day — Japanese  warplanes  attack  the  U.S. 
Pacific  fleet,  1941. 

December  8 

United  States  declares  war  against  Japan,  1941. 

December  10 

Human  Rights  Day. 

Human  Rights  Week  begins. 

A treaty  is  signed  in  Paris  ending  the  Spanish-American 
War,  1898. 

December  1 1 

national  Drunk  and  Drugged  Driving  Awareness  Week 
begins. 

Germany  and  Italy  declare  war  on  the  United  States, 
1941. 

December  I 2 

U.S.  Cavalry  formed,  1776. 

December  13 

Army  Inspector  General  established,  1777. 


December  I 5 

Bill  of  Rights  (first  10  amendments  to  the  U.S. 
Constitution)  goes  into  effect,  1791. 

Bill  of  Rights  Day. 

December  1 7 

Wright  brothers  achieve  first  successful  sustained 
powered  flight,  1903. 

December  18 

Thirteenth  Amendment,  which  abolishes  slavery,  goes 
into  effect,  1865. 

December  19 

Electors  formally  cast  their  ballots  for  president  and 
vice  president  of  the  United  States  in  their  respective 
state  capitals. 

December  20 

Louisiana  Purchase  formally  transfers  land  from 
France,  doubling  the  size  of  the  United  States.  Price 
tag:  $15  million  (about  3 cents  per  acre),  1803. 

December  2 1 

Pilgrims  land  at  Plymouth  Rock,  1620. 

December  22 

Germans  demand  surrender  of  American  troops  at 
Bastogne,  Belgium,  in  World  War  II.  Gen.  Anthony 
McAuliffe  replies  "Huts,"  1944. 

December  23 

Gen.  George  Washington  resigns  as  commander  in 
chief  of  the  Army  and  retires  to  Mount  Vernon,  Va., 
1783. 

December  24 

United  States  and  Great  Britain  sign  the  Treaty  of 
Ghent  in  Belgium,  ending  the  War  of  1812,  1814. 

December  25 

Christmas  Day. 

December  27 

Soviet  Union  invades  Afghanistan,  1979. 

December  29 

Last  major  conflict  between  Indians  and  U.S.  troops. 
Wounded  Knee  Creek,  S.D.,  1890. 

December  3 0 

Hew  Year's  Eve. 


